sure is mounting for companies to 
define and manage distribution as a 
business. December, p. 87. 
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The Internet May Be Wonderful, 
But ... . Giving the Internet what it 
» lacks: security, reliability, manageability. 
January, p. 83. 

Building an Electronic Strategy. 
Breakthrough work in component 
technology, plus the personal touch, 
will give insurers an electronic edge in 
the integration of financial services. 
§ April, p.90. 

Gear Up for Electronic Com- 
merce. E-mail can create more work 

and requires hardware, but its potential 
| for speed and service is enormous. 
June, p. 94. 

Selling on the Internet May Not 
Be as Different as it Seems. Market- 
ing and regulatory lessons learned in 
other mass media can pave the way for 
successful Internet insurance efforts. 
» October, p. 97. 

Cornering the Online Market. 
Cyberspace selling requires a focused 
marketing strategy that targets con- 
| sumer segments. December, p. 97. 
Where Cyberspace and the 
» World of Insurance Converge. The 
» notion that electronic commerce will 
| be useful for only a small segment of 
) the industry is a myth. February, p. 84. 

Drifting Toward Cyberspace. The 
projected growth of online selling will 
revolutionize other channels of insur- 
» ance marketing as well, a new Data- 
monitor study shows. May, p. 29. 

Taking Insurance to the Bank. 

Technology and marketing powerhous- 
es Intuit and CUC have announced an 
alliance to become the electronic con- 
» duits for banks to sell insurance to 
clients. Rival InsWeb wants a piece of 
the action, but nobody is bolting from 
| the starting gate. February, p. 79. 
A Report from the E-Commerce 
| Frontier. Nine insurance technology 
leaders map out the pitfalls, detours 
and rewards along the road to electron- 
ic commerce. May, p. 5. 

Click Till You Drop. Online insur- 
ance malls are trying to become the 
financial-services department stores of 
the Internet. May, p. 23. 

Smart Cards Are in the Pipeline. 
They can deliver insurance and manage 
claims for less money. But before they 


can be used widely, there must be an 
industry communications standard in 
place. May, p. 27. 

Straight-Through Shooter. Analyst 
Gary Craft believes insurers who suc- 
ceed in the new technology frontier 
will be those who reinvent the infor- 
mation chain. August, p. 85. 

Brokering Cyberspace. Aon and 


J&H Marsh & McLennan may be com- 


petitors at every turn, but the world’s 
two top brokerages are using a mix of 
rivalry and cooperation to lead their 
companies and clients online. July, 
p. 99: 

E-Courting the Risk Managers. To 
gain an edge with highly wired risk- 
manager market, insurers, brokers and 
service providers are roiling out a host 
of new electronic services and prod- 
ucts. November, p. S-15. 

Building Electronic Ties That 
Bind. Reinsurers are quickly moving to 
all-electronic communications. That’s 
changing how they communicate—and 
do business—with insurers and bro- 
kers. September, p. 87. 

A Web of Changes. Insurers that 
sell policies on the Internet find that 
they need to reengineer the back-office 
process, too. November, p. S-11. 

Lincoln Financial Takes Variable 
Annuity Sales Online. Insurers are 
working to decrease their expenses as 
lower fees become more important. 
November, p. 93. 

In Search of Hot Prospects. A net- 
work of cyberagents grows in Missouri 
and Illinois. December, p. 95. 
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Tax Relief Benefits Seniors. With 
the recent changes in the tax law there 
is now more incentive to use a quali- 
fied personal residence trust. January, 
p.81. 

Using Split Dollar Can Solve 
Estate Planning Problems. Split doi- 
lar second-to-die coverage can make 
sense to pay for the taxes in estates in 
which closely held corporate stock 
makes up the majority of the estate 
value. February, p. 71. 

The Only Constants: Taxes and 
Tax Law Changes. The Taxpayer 
Relief Act of 1997 means new planning 
considerations in 1998. February, p. 73. 

Tilting at Insurance. Financial 
writer Andrew Tobias details his ongo- 
ing relationship with money—and the 


insurance industry in his latest book. 
March, p. 59. 

Are Your Powers in Place? As we 
live longer, the need for durable pow- 
ers of attorney increases. March, p. 90. 

New Liaisons for Planned Giv- 
ing. Community foundations aren't 
new, but they have been sprouting up 
in unprecedented numbers. Working 
with them could open up some fertile 
ground for insurance agents and their 
philanthropic-minded clients. April, 
p. 79. 

Fewer Borders, More Headaches. 
The global economy is offering more 
personal investment opportunities, but 
there are more items that can go 
wrong. April, p. 83. 

Charitable Trusts Face New Tax 
Test. Charitable remainder trusts are 
powerful planning tools, but immediate 
action will circumvent the IRS’ latest 
constraints. May, p. 85. 

The Gift That Keeps Giving. Re- 
cent changes in the law make charita- 
ble gift annuities attractive offerings-for 
those who do their homework. June, 
p. 89. 

The 80/20 Estate Plan. Providing 
most estate-planning solutions should 
take 60 days or less. July, p. 93. 

A New Type of College Nest Egg. 
The maximum annual contribution is 
small, but education savings accounts 
offer a college funding solution. August, 
p.83. 

Dodging the Estate Tax Bullet. 
Think twice before using a credit shel- 
ter trust as a beneficiary of a qualified 
retirement-plan account. September, p. 
86. 

Tax-Free Gifts That Grow. A 
Crummey Trust will set aside money 
for a spouse, but allow it to be used 
prior to the donor’s death, if necessary. 
November, p. 91. 

Calculating Withdrawals. The 
owners of individual retirement ac- 
counts should acquaint themselves 
with the minimum distribution rules. 
December, p. 94. 
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One World, Many Strategies. 
World players in financial services are 
showing that success across borders 
comes in many flavors. February, p. 55. 

Riding the Insurance Investment 
Wave. Insurance Partners, a unique 
investment coalition, closes out a five- 
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year, half-billion-dollar run and looks to 
invest in the globalization of insurance. 
March, p. 63. 

Climbing the Overseas Learning 
Curve. Insurance companies that 
invest in foreign markets and compa- 
nies should be wary of portfolio sur- 
prises. June, p. 60. 

Tsunami or Ripple? A wave of 
change heads for Japan. Its size and 
impact is still unknown. June, p. 54. 

Gateway to Asia. Foreign insurers 
are embracing Australia and New 
Zealand as staging points to the Asian 
Pacific market. June, p. 50. 

The Fourth Wave. Known first as a 
captive haven, then as a place where 
Ace, Exel and the big cats roamed, 
Bermuda today is multifaceted and ex- 
tremely adaptable. June, p. 33. 

France Moves Forward. The de- 
regulation and privatization of the 
French insurance market is nearly com- 
plete. Now it must deal with the new 
competitive world of the European 
Union. June, p. 25. 

Foreign Insurers Venture to 
Latin America. A faltering social secu- 
rity system and less stringent restric- 
tions on foreign investments have 
attracted the world’s insurance com- 
munity to Latin America. June, p. 39. 

Liquidity Dominoes. South Korea's 
unstable long-term savings business is 
straining liquidity, causing funding dis- 
location and eroding capital. But tur- 
moil could eventually trigger changes 
that will strengthen the insurance mar- 
ket there. June, p. 50. 

Negotiating the Asian Precipice. 
Insurers that have heavily invested in 
Asia say the upside remains enormous- 
but so are the risks. June, p. 42. 

Asia’s Rough Road to Recovery. 
The region’s financial crisis creates a 
grim short-term outlook. June, p. 47. 

A Confluence of Opportunities 
in Italy. Trends in auto coverage and 
pension reform have insurers compet- 
ing with new vigor. June, p. 20. 

Captives Unbound. From modest 
beginnings, alternative risk-transfer 
entities have evolved into one of the 
leading segments of the international 
commercial insurance industry. June, 
p:29. 

The Fleeing is Mutual. Insurers 
north of the border are undergoing 
a wave of demutualization. June, 
p. 19. 

Poking Holes in the Umbrella. 
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Despite the hubbub over one-stop 
financial service shopping, leading 
global reinsurers are still preaching the 
virtues of specialization.August, p. 59. 

Northern Exposure. Special Re- 
port Excerpt: The flight of foreign 
insurers and pressure from banks 
reshape Canada’s life market. July, p. 71. 

The World is Watching. U.S. com- 
mitments to the World Trade Organiza- 
tion should have profound effects on 
the world’s insurance community—if 
state regulators take them to heart. 
August, p. 54. 

Capitalizing on Japan’s Big 
Bang. As deregulation reshapes Japan’s 
financial landscape, international insur- 
ers vie to grab a share of the expanding 
market. October, p. 56. 

Cracking the Iron Rice Bowl. 
Aetna is taking the first steps toward 
selling life insurance in China, where 
the government is dismantling its cra- 
dle-to-grave welfare system for all citi- 
zens. November, p. 42. 


Health Insurance 


A Dose of Control. Insurers are 
finding new ways to manage one of the 
last frontiers of health coverage: drug 
costs. February, p. 28. 

A Job That Cares. Companies are 
moving beyond managed care to pro- 
vide on-site health care for employees. 
May, p. 61. 

MSAs: If Nobody Sells Them, 
Will They Go Away? Nearly two years 
after Congress authorized qualified 
medical savings accounts, relatively few 
firms are selling them. Some say most 
of the insurance industry just isn’t 
interested. May, p. 79. 

Insurers Fight Back on Health 
Care. Their best ally may be the pub- 
lic, which isn’t so certain it wants hun- 
dreds of new constraints imposed on 
health insurance. February, p. 12. 

Critical Competition. New en- 
trants into critical-illness coverage want 
to undo the stigma sometimes tied to 
dread-disease policies. July, p. 85. 

Piling On to Health Care Re- 
form. Common sense and a business- 
like approach could help fix the ills of 
managed care—if this were not elec- 
tion season. August, p. 12. 

Patients’ Rights or Wrongs. With 
congressional elections nearing, 
Democrats are hurrying to pass health- 
care legislation. The result could be 


greater liability for insurers. July, p. 12. 

Keeping Score. The health-care 
industry is closer than ever to adopting 
a common grading system for health 
plans, doctors and treatment facilities. 
November, p. 31. 

Back Pain Abhors a Vacuum. A 
recent study says VAX-D therapy-disc 
decompression-should be considered a 
low-cost alternative to low-back 
surgery. September, p. 53. 

Medicare HMOs at Risk: Behind 
the Pullout Wave. Insurers blame fed- 
eral rate caps, but others say shakeouts 
are part of maturing markets. Novem- 
ber, p. 65. 

A Blueprint for Reform. The 
Council for Affordable Health Insur- 
ance advocates market-based health 
insurance reforms. December, p. 69. 

Growing Pains. Special Report: 
Four-year trends show drop in HMO 
net income despite steady rise in 
enrollments, revenues. December, p. 73. 
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Index to 1997 Best’s Review Arti- 
cles. Articles that appeared in the 
life/health edition. January, p. 96. 


Industry Overview 


20/20 on the Year 2020. If our 
panelists are even partly right about 
the future of insurance, we’re looking 
at two bumpy, exhilarating and danger- 
ous decades to come. January, p. 22. 

1997: A Year of Profits, Mergers 
and Regulation Tussles. Ten major 
issues framed the fate of the insurance 
industry in 1997. Most are still in play. 
January, p. 30. 

People to Watch in the Coming 
Year. Insurance is more than compa- 
nies and numbers. Here are some peo- 
ple likely to affect the course of the 
industry. January, p. 30. 

Keeping Ahead of Change. Exec- 
utive Summary: Insurers must learn to 
live in a world with fewer boundaries. 
January, p. S-2. 

Shifting the Burden: Social Inse- 
curity. Retirement Savings: As con- 
sumers assume more responsibility for 
their own retirement funding, insurers 
face new competition. January, p. S-11. 

Strong Results, Uncertain Out- 
comes. Finance:A favorable stock mar- 
ket and a whirlwind of merger-and- 
acquisition activity have overshadowed 





some troubling fundamental problems. 
January, p. 22. 

The Pendulum Swings. Health: 
Traditional indemnity companies are 
taking on many characteristics of their 
HMO competitors; competitors are 
returning the compliment. January, 
p.S-15. 

A Rising Tide Lifts Investment 
Results. Investments: As competitive 
pressures squeeze margins, total com- 
pany operating performance will de- 
pend increasingly on investment re- 
turns. January, p. S-19. 

The Search for Value. Life Insur- 
ance: Insurers are focusing on creating 
product value, building and strengthen- 
ing distribution channels and rebuild- 
ing the industry’s image. January, p. S-8. 

The New World Order Takes 
Shape. Overview: Companies that can 
adapt quickly will remain strong and 
offer the best protection to policyhold- 
ers. January, p. S-3. 

Less is More. When two leading 
insurance analysts leave their high-pro- 
file posts to launch a consolidation-ori- 
ented fund, you know they sense op- 
portunity. April, p. 52. 

The Top 500. Spotlight on a cross- 
section of major players and how they 
fared in 1997. July, p. 25. 

A Year of Transition. 1997 was a 
busy year of change for life and health 
insurers. September, p. 31. 
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Benchmarking Insurers’ Invest- 
ments. Study advances effort to grade 
insurers’ investment strategies. January, 
p. 49. 

The Ups and Downs of Interest 
Rates. For years, insurers have viewed 
declining interest rates as a cause for 
t celebration. Is the party now over? 
> June, p. 80. 
| Watching the Bulls Roar By. Wall 
Street’s rampage of recent years cap- 
tured the world’s attention. But most 
| insurers have steered clear of the surg- 
ing stock market.The reasons are more 
than regulatory. October, p. 37. 

Beating the Spread. Those who 
handle insurers’ investments are shift- 
ing the mix in hopes of eking out a few 
more decimals of growth. The bad 
news: It’s going to get tougher. Octo- 
ber, p. 27. 

Report: Distribution of Assets. 
October, p. 30. 


Split-Second Slicing and Dicing. 
An explosion of new technology is 
allowing insurance investment man- 
agers to assess and recast their hold- 
ings nearly instantly. October, p.91. 

Expanding the Investment Bor- 
ders. Investing overseas may carry its 
own risks, but insurers say it’s the best 
chance to find undiscovered opportu- 
nities. October, p. 47. 

Going for the Big Picture. Some 
insurers say the best investment strate- 
gy is to focus on total return. October, 
p. 43. 


Life Insurance Products 


A Multifront Term War. Insurers 
continue to find inventive ways to 
charge less for term insurance, but the 
real battle is to lock in market share. 
Meanwhile, the challenge is to sell 
longer-duration products and meet 
looming regulatory requirements. Feb- 
ruary, p. 61. 

A Universal Perspective. A survey 
of 63 universal life insurance policies 
finds performance over the past five 
years varies greatly. june, p. 63. 

Looking at Whole Life. Best’s Poli- 
cy Reports Excerpt: Dividend histories 
identify companies that have main- 
tained a strong track record compared 
to the original dividend scale. July, 
p. 53. 

By the Numbers. Overall, life pre- 
miums rose 16.1% in 1997. July, p. 37. 

Counting Costs. Best’s Policy Re- 
ports Excerpt: Variable life policyhold- 
ers should study policy costs and 
expenses. January, p. 57. 

“Their Ears Perk Up.” Group life 
insurance sales are growing, but 
healthy long-term growth may depend 
on employees’ interest in buying cover- 
age with their own money. September, 
p.81. 

Survivorship Products Become 
More Varied. Best’s Policy Reports Ex- 
cerpt: Survivorship life products are 
attracting younger buyers. November, 
p. 7E: 

A New Value Proposition. Value- 
conscious consumers won’t buy cash- 
value insurance until costs come down. 
Fee-based advisers, banks and worksite 
programs show the most promise. 
October, p. 85. 

Has Life Insurance Industry Shot 
Itself in the Foot Again? Current 
insurance industry initiatives are aimed 


at protecting and encouraging con- 
sumers. They may, however, inadver- 
tently discourage rather than enlighten 
them, and make them more prone to 
inappropriate sales. October, p. 80. 

Life Insurance Policy Offers 
Peace of Mind for Retirement. Over- 
funding life insurance policies for 
retirement can make sense for older 
buyers if they have other income 
sources in place. November, p. 83. 

Buyers Show a Taste for Life. Sta- 
tistical Study: The average ordinary life 
policy sold last year was 11.7% larger 
than in 1996. November, p. 61. 

New Life for Life. Overall life sales 
may be flat, but that hasn’t stopped 
some insurers from refocusing on their 
root business. December, p. 22. 


No Claims, No Glory. Eugene 
Anderson has made a career of fighting 
high-stakes insurance cases. At 70, his 
impact is still growing. March, p. 66. 

Righting a Five-Decade Wrong. 
Insurers and Holocaust survivors are 
still wrangling over claims. A compro- 
mise may be in the works. April, p. 46. 


Pitching Future Care. Both agents 
and the government can take steps to 
make consumers confident about buy- 
ing long-term care insurance. January, 
p. 73. 

Short-Term Confusion in the 
Long-Term Care Market. Recent 
studies of consumer perceptions show 
that knowledge is still trailing need in 
the LTC market. March, p. 87. 

Lighting a Fire Under Long-Term 
Care. Despite new tax breaks and less 
confidence in the future of Social Secu- 
rity, sales of long-term care policies still 
trail the need. June, p. 12. 


NW Felatele(siantclal@elirciccre 


Mutual Holding Companies: 
Crafting a New Structure. Two lead- 
ing attorneys face off on the pros and 
cons of mutual holding companies. 
February, p. 50. 

Small Group, Big Impact. The 
Center for Insurance Research has 
emerged as a force to be reckoned 
with, as it opposes the mutual holding 
company movement nationwide. Mean- 
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while, founder Jason Adkins is moving 
sideways for a clearer shot at insurers. 
March, p. 50. 

Actuarially Speaking: It’s a 
Growth Business. Insurers are in- 
creasingly reaching outside their com- 
panies for actuarial expertise. The 
biggest actuarial players now dwarf 
some insurers. April, p. 37. 

The Long Road Back. An industry- 
owned insurance company-the first of 
its kind—has fulfilled its mission, reha- 
bilitating an insolvent Florida insurance 
company, restoring policyholder value 
and saving the industry millions. Febru- 
ary, p. 44. 

Getting Ahead by Sending Out. 
As outsourc:ng becomes more com- 
mon, it’s evoiving from a short-term to 
a strategic business solution. March, 
p>: 

Critical Issues, Developing An- 
swers. Physician Donald C. Chambers 
believes the life industry is facing sev- 
eral critical medical underwriting 
issues that extend well into the next 
century and medical directors will 
remain the first line of defense. April, 
p.67. 

Refocusing at the Rock. Pruden- 
tial’s new management is busy selling a 
new culture, a new focus on the ulti- 
mate customer and a new style of com- 
municating. May, p. 44. 

Measuring the Value of Outsour- 
cing. Business process outsourcing 
doesn’t have to be an all or nothing 
proposition. Here’s a way to determine 
where the real claims expense costs 
fall. April, p. 85. 

A Capital Question. For mutual 
insurers, choosing whether to de- 
mutualize, form a mutual holding 
company or remain unchanged should 
be a matter of assessing capital needs 
rather than following fads. March, 
p. 38. 

Think Globally, Move Carefully. 
In a wide-ranging interview, W.R. 
Berkley founder explains, among other 
things, why the global insurance mar- 
ket belongs to the patient.April, p.58. 

Ryan’s Hope: Change and More 
Change. Consolidation among brokers 
is just part of the wave of change re- 
making the entire insurance industry, 
the newest “Insurance Leader of the 
Year” says. March, p. 84. 

The Rock Meets the Street. Pru- 
dential’s demutualization move raises 
questions about how the biggest demu- 
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tualization ever will be received by 
investors. It may also affect the climate 
for all insurance investments. March, 
p. 26. 

A New Direction for the Life 
Industry. The life insurance industry is 
in the initial stages of a major restruc- 
turing transforming the landscape. 
March, p. 78. 

Choosing a Business Model. For 
many insurers, deciding whether 
to focus on manufacturing or retailing 
is a strategic starting point. March, 
p.86. 

Overcoming “Not Invented Here.” 
Companies and agents are concluding 
that selling nonproprietary products is 
vital. June, p. 86. 

Staying the Course. Incoming 
chairman Robert Benmosche will chart 
new ground as MetLife prepares to 
compete as a public company. May, p. 
40. 

Reading the Market. Consultants 
at Stern Stewart want to use economic- 
value-added and market-value-added 
measurements to gauge publicly traded 
insurers. But not everyone believes that 
system accommodates insurers’ special- 
ized capital needs. June, p. 73. 

Beyond the Mutual. Four insurers 
decided to leave the mutual structure 
behind-with dramatically different re- 
sults.August, p. 26. 

Building a Global Platform. To fol- 
low in his footsteps, AIG Chairman 
Maurice R. “Hank” Greenberg advises 
insurers to be patient, tenacious and 
above all, put underwriting first. 
August, p. 48. 

Presenting a Case for Conver- 
sion. How insurers converting from 
mutual status can outline their reasons 
for converting to policyholders in a 
clear, understandable manner. Septem- 
ber, p. 47. 

An Insurance Industry Point 
Man. Bill Bailey believes taking the 
side of the insurance industry and of 
consumers is often the same thing. Sep- 
tember, p. 56. 

Allocating Equity. Demutualiza- 
tion requires a formula that distributes 
value equitably among eligible policy- 
holders. December, p. 63. 

Capital Ideas. A report commis- 
sioned by the National Association of 
Mutual Insurance Companies tells mu- 
tuals how to find growth funds. 
November, p. 49. 

MONY Goes Public. After a long- 


awaited initial public offering, MONY 
Group is now the 11th-largest publicly 
held life insurer with $24.6 billion in 
assets. December, p. 47. 

Changing of the Guard. Robert J. 
O’Connell, AIG’s top life executive, 
leaves to become chief executive offi- 
cer and president of Mass Mutual. 
December, p. 43. 

Going Public Is Serious. Demutu- 
alization isn’t a step to be taken lightly, 
despite the frenzied rush to conver- 
sion. December, p. 81. 


Don’t Touch that Dial. These days, 
it’s likely an insurance commercial may 
be coming on. January, p. 67. 

Unlocking the C.P.A. Market. 
Changes in the professional accounting 
landscape are opening up new oppor- 
tunities for insurers. February, p. 67. 

Focus, Focus, Focus. Al Ries, who 
helped give the world “positioning” as a 
marketing mantra, then helped be- 
queath “The 22 Immutable Laws of 
Marketing” has a few things to say 
about the world of insurance and finan- 
cial services. April, p. 73. 

The Shifting Dynamics of Direct 
Marketing. Most insurers know they 
should engage in more direct market- 
ing, but they don’t know how. Some 
don’t understand the danger of doing 
nothing. April, p. 76. 

Advocating the Sales Audit. How 
to uncover new opportunities through 
the sales and marketing process audit. 
May, p. 69. 

The Adoption Curve. People ac- 
cept change at different rates. Insurers 
can tailor their message to accommo- 
date them. June, p. 81. 

Breaking Through. Insurance ad- 
vertisers are turning from images of 
pain and fear to focus on humor and 
feeling good. September, p. 22. 

The One-to-One Advantage. In- 
surers are uniquely positioned to cap- 
ture more customer data than most 
industries, if they use the information 
appropriately. September, p. 93. 

“Branded” with Success. Retailers 
have long used branding to win and 
lock in customers. Now insurers recog- 
nize the need to tap its power as well. 
September, p. 67. 

U.K.’s Prudential Hopes Its Egg 
Is Golden. A new banking subsidiary 
ties its future to direct marketing via 





the Internet or phone. November, 
p.41. 


Meetings & Conventions 


1999: The Art of the Schmooze. 
» Special Section: The upcoming year’s 
| listing of insurance meetings and con- 
ventions points up 183 must-attend, 
| might-attend and nice-to-know-it-was- 
there events. December, p. 48. 


Mergers & Acquisitions 


Let’s Help Make a Deal. Interme- 
diaries are feeling the squeeze as merg- 
| ers and acquisitions add up-more than 
200 insurance deals last year alone. 
March, p. 47. 

Building an Empire. Henry Silver- 
man made his name assembling a lodg- 
ing, marketing and financial services 
4 powerhouse. Recent moves, including 
' a high-stakes battle for American 
| Bankers, shows he’s serious about mak- 
} ing insurance the next element in ex- 
pansion. April, p. 31. 

Covering the World With One 
' Umbrella. The Travelers Group merger 
| with Citicorp changes the playing field 
in insurance and may change the way 
| financial services are regulated in the 
United States. May, p. 24. 


manele 


Committed to Confidentiality? 
Insurance companies have a long-stand- 
ing reputation for maintaining cus- 
tomer confidentiality, but questions are 
being raised. May, p. 64. 


The Race Is On. 1998 is shaping 
up as a signficant year for state in- 
surance commissioners’ races. October, 
pra2: 

A Conduct Code Is Born. The 
Insurance Marketplace Standards Asso- 
ciation is poised for launch. How well 
will it work? April, p. 24. 

A Matter of Perspective. New York 
regulatory stalwart Vincent Laurenzano 
has joined a leading insurance law firm. 
He says he’s still out to fulfill many of 
the goals he identified as a regulator. 
February, p. 40. 

Expanding the Scope of Mal- 
practice. As the anti-managed care jug- 
gernaut rolls on, employers and health 


plans may soon be on the hook for 
health decisions. March, p. 12. 

State Spending: The Price of Reg- 
ulation Plateaus. The rate of increase 
flattens in state regulatory budgets. 
March, p. 55. 

Continuing COLI Battle Esca- 
lates. Insurers mount a campaign to 
preserve the deductibility of corporate- 
owned life insurance. April, p. 12. 

Leveling the Playing Field. Office 
of Thrift Supervision Director Ellen Sei- 
dman sees a role for insurance compa- 
nies in the thrift industry but warns 
applicants to do their homework. April, 
p.61. 

A Holdout From the Mutual 
Holding Company Bandwagon. 
N. Y. Assemblyman Pete Grannis has 
some serious reservations about the 
proposed mutual holding company 
law his committee is overseeing. April, 
p. 43. 

Chuck Quackenbush Runs for 
His Political Life. Insurance issues 
take center stage as a political free-for- 
all brews in California, the nation’s 
largest coverage market. May, p. 36. 

IMSA’s First Sheriff Readies to 
Ride On. Robert Googins helped the 
Insurance Marketplace Standards Asso- 
ciation get up and running, but the 
tough work hasn’t ended. May, p. 12. 

Rx: Adverse Reaction. Physician- 
owned insurers call organized medi- 
cine’s remedy for malpractice liability 
for health plans a prescription for disas- 
ter. June, p. 71. 

Nichols is No Small Change. Ken- 
tucky may be landlocked, but state 
Insurance Commissioner George Ni- 
chols is making waves in the insurance 
industry. July, p. 48. 

Feeling the Fallout of Scandal. 
With President Clinton entangled in 
sex, lies and videotape, and Congress 
afraid to risk exposing members’ per- 
sonal lives, don’t look for movement 
soon on insurance and financial legisla- 
tion. September, p. 12. 

Looking at Privatizing Social Se- 
curity. A privatized retirement system 
could benefit financial-services 
providers. But, will it increase income 
for retirement? October, p. 12. 

Financial-Services Reform 
Redux. The battleground for financial 
services reform may move from the 
halls of Congress to the Office of the 
Comptroller of the Currency. Novem- 
ber, p. 12. 


Crafting a Middle-Class Agenda. 
Patients’ rights wasn’t a hot button 
with voters, but it promises to occupy 
Congress in 1999. December, p. 12. 

Measuring Attitudes Toward Reg- 
ulation. A survey of industry partici- 
pants and regulators shows the group 
with the highest regard for the current 
regulatory system is state regulators 
themselves. September, p. 60. 


Reinsurance 


Life After Life. Even with the build- 
ing demand for traditional life reinsur- 
ance, reinsurers are compelled to 
develop profitable side ventures. July, 
p. 64. 

Hanging Tough. Health reinsurers 
are adopting firmer measures to recov- 
er from last year’s dismal results. Sep- 
tember, p. 35. 

Reinsuring Sponsored Health 
Organizations. Increasingly, regula- 
tors are determining the scope of rein- 
surance that health providers must 
obtain. June, p. 75. 


Retirement Products 


Targeting the Retirement Market 
Anew. Insurers are well-positioned to 
succeed in the hot annuities market if 
they can elbow aside competitors eye- 
ing the same turf. January, p. 12. 

Taking the Flexible Approach. 
Despite current low interest rates, flexi- 
ble-premium retirement annuities 
remain attractive investments, a 5-year 
survey of those products shows. May, 
p. 49. 

Variable Annuities Hold Their 
Luster. Coming off record sales in the 
first three quarters of 1997, variable 
annuities look like a hot commodity. 
January, p.77. 

Qualifying for Retirement. Insur- 
ers’ share of the qualified product mar- 
kets has dropped as brokerages and 
mutual fund companies have moved in. 
At the same time, the retirement mar- 
ket has become more important to 
insurers than ever. February, p. 35. 

Stock Performer. Equity-indexed 
annuities find their niche as a lower- 
risk investment vehicle. August, p. 63. 

Start It Up. Best’s Policy Reports 
Excerpt: Single Premium Immediate 
Annuities. August, p. 77. 

Fighting Back. Through the 1990s, 
insurers have seen their share of the 
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401(k) market erode. Those still in the 
business, however, are making a come- 
back based on lessons learned from the 
competition. November, p. 53. 

Taking a Closer Look. Best’s Poli- 
cy Reports Excerpt: Five-year history of 
single-premium deferred annuities 
shows lower interest rates have 
hurt policy performance. December, 
p. 89. 

Something New Under the Sun. 
Roth IRAs provide new opportunities 
for retirement plan sales, but there are 
important difference between Roth 
and regular IRAs. February, p. 77. 

A New Twist in the Variable An- 
nuity Market. Insurers launching 
immediate variable annuities are bet- 
ting that consumers are set to reem- 
brace annuitization. March, p. 79. 

When Does a Roth IRA Make 
Sense? Retirement tax bracket, interest 
rates and how long the individual 
retirement account will be held are fac- 
tors that clients should consider. July, 
p: 97. 

New Rules Clarify Roth IRA 
Choices. Taxpayers may reconsider 
this type of investment once they learn 
it is not a permanent venture. October, 
p. 89. 

Opportunity Knocks. In the Unit- 
ed Kingdom, insurers are preparing 


to fill a role in a new savings plan. 
December, p. 77. 


Special Reports 


Into the Pool. Special Report Ex- 
cerpt: Self-Insurance Pools: Shedding 
Light On a Little-Understood Market. 
March, p. 43. 

End of an Era? Special Report 
Excerpt: Corporate restructuring via 
demutualization or conversion to a 
mutual holding company may add 
to the bottom line, but only if sound 
fundamentals are in place. August, 
p. 39. 

A Fresh Approach. Special Report 
Excerpt: Characteristics of Successful 
Work-Site Marketing Programs. Septem- 
ber, p. 69. 


Statistical Studies 


Losses Climb. Statistical Study: 
Accident and health insurance contin- 
ued its losing ways last year with a total 
industry underwriting loss of $7 bil- 
lion. October, p. 61. 
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Covering Credit. Net premiums 
written for credit life and credit acci- 
dent and health continued to grow in 
1997. October, p. 69. 

Holding On to the Business. Sta- 
tistical Study: The lapse ratio,a key mea- 
sure of persistency, continues to 
improve for life insurers. November, 
p. 45. 


Structured Settlements 


Unsettled Times. The battle is esca- 
lating between two growth fields: 
insurers offering structured settlements 
and the cottage industry that has 
sprung up to intercept those payments. 
November, p. 85. 


Banking on Platform Automa- 
tion. Technology and an unusual 
alliance can help insurers combat mega 
banks and investment firms. January, 
p.87. 

Fading Into the Background. De- 
cades of computer and software pro- 
gress may soon pay off with tech- 
nology that is truly “invisible.” Feb- 
ruary, p. 83. 

Running Out the Clock. The year 
2000 isn’t the real deadline, it’s the 
coming months, as insurers scramble to 
complete their computer changes in 
time for millennium shakedown. 
March, p. 91. 

A Wake-Up Call from Europe. 
European call centers and data technol- 
ogy already in place will give insurers 
there a head start in the global race. 
May, p. 87. 

Europe’s Millennium Flu. The 
“millennium bug” could causes crises 
in some U.S. companies, but analysts 
say it may be even more catastrophic in 
Europe. June, p.91. 

The Channel Owns the Cus- 
tomer. Technology needs change with 
the product and the delivery channel. 
July, p. 103. 

Surf the Tech Wave or Be 
Knocked From Competition. Tech- 
nology is getting cheaper, faster and 
software is getting smarter. If you’re not 
figuring out how to use it,a competitor 
is figuring out how to use it against 
you. August, p. 88. 

High-Tech Insurance Manufac- 
turing. Up-to-date technology keeps 
businesses working efficiently and 


allows faster introduction of products. 
November, p. 95. 


Translating the Risk. Insuring for- 
eign nationals requires extra effort by 
producers and home office underwrit- 
ers. But, the growth potential is signifi- 
cant. January, p. 65 

Reach Out and Underwrite 
Somebody. Teleunderwriting benefits 
clients, producers and companies. 
Many insurance industry competitors 
already enjoy the advantages. February, 
p.65. 

Oral-Fluid Testing: Key Facts for 
Agents. Saliva testing has proven safe, 
fast, economical and accurate, though 
it’s unlikely in the near future to fully 
replace blood testing as an underwrit- 
ing tool. April, p. 71. 

Tracking Medical Advances. Life 
underwriting isn’t a static process. It 
evolves constantly, and producers 
should know that medical science is 
broadening the insurable population. 
July, p. 83. 

Testing the Limits. Insurers are 
exploring a new urine-based test that 
detects antibodies to the AIDS virus, 
but some wonder whether agents 
should be asked to collect samples. 
September, p. 63. 

Reading the Book of Life. The 
Human Genome Project is answering 
questions about disease, but the avail- 
ability of new information creates 
an underwriting dilemma. November, 
pz: 

Balancing the Exception Equa- 
tion. Making exceptions to underwrit- 
ing guidelines can please an individual 
customer, but is it the right thing to do? 
October, p. 75. 

One Prognosis; Two Interpreta- 
tions. Clinicians and underwriters can 
have different perspectives on what’s 
considered “healthy.” Successful mar- 
keting depends on your ability to 
explain the discrepancy. November, 


p. 69. 


Viatical Settlements 


Switch to Plan B. New hope for 
those with AIDS has viatical-settlement 
companies targeting other terminal ill- 
nesses and repositioning their product 
as an estate-planning tool. January, 
p. 63. BR 








